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MITCHELL OF DENVER 
captures THIRD LAP 
OF BIG QUALIFYING 
CONTEST 

Denver Manager Makes Magnificent 
Record in Winning June Prize 

This month the complexion of the 
Qualifying Contest changed a great 
deal. For the past two months, Mr. 
Jackson, Manager of the San Antonio 
Office, walked away with the best 
office prizes, but the June Reports 
told a different story. 

Mr. W. H. Mitchell, Manager of 
the Denver Office was, so to speak, a 
“dark horse” in this contest. As we 
send this to press, another big po- 
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American Business Leaders Asked 
to Visit the Republic as Guests 
of the Nation. 


TO SHOW ITS RESOURCES 

James Farrell, George E. Smith, 
Frank D. Waterman and James 
Keeley Receive Letters. 


IV. H. Mitchell 

litical convention has ended, and the 
man nominated was one of the “dark 
horses” who in the beginning really 
had the least chance of taking the 
nomination. The last few ballots re¬ 
sulted in a stampede for this man 
Mr. Mitchell, not to be outdone, de 
cided to construct a “band wagon 
of his own—which he promptly and 
efficiently did. His percentage of 
quota for the month of June ran away 
over 500 per cent., and there was 
nothing we could do but hand him 
the June Best Office Prize on a silver 
platter. 

By this magnificent month’s busi 
ness, Mr. Mitchell not only took the 
June prize, but practically insured a 
place for himself in the big Septem¬ 
ber Contest as well. June seemed to 
be a month of surprises, and Mr. 
Mitchell was the biggest one of all. 
All the credit in the world to him 
for this remarkable “comeback.” 

As far as the individual month was 
concerned, many of the winners were 
men who, in the earlier months of the 
qualifying contest, ran far down the 
scale of offices. This proves only one 
thing—everything depends upon the 
man and his determination to do what 
he sets out to do. No one would have 
conceded Denver a chance to win 
hut Mr. Mitchell promptly comes 
through with a month’s business that 
would do proud to an office many 
times the size of Denver. 

Second on the monthly list was Mr. 
Soshan, of Bangor. Last month, Mr. 
hoshan too, was not up among the 




“Outbuilt the Industry” 

A BETTER WRITING MACHINE—‘ 1 COMPARE THE WORK” 

A LONGER LIVED TYPEWRITER “COMPARE THE WORK 

AN EASIER MACHINE TO OPERATE “COMPARE THE WORK” 


leaders, but June finds him running 
through with a month that would 
have won in an ordinary month, but 
against such a super record as that 
made by Denver, insures him only 
second place. 

South Bend, Mr. Mowers, Manager, 
ran up into third place, with Atlanta 
and Louisville in fourth and fifth 
places, respectively. 

So far in this contest, all the credit 
is due the smaller offices. They have 
responded with a vigor that has not 
been shown by many of the larger 
cities and for three months now, 
small offices have pulled down he 
monthly Best Office prises. Mr Jack 
Ton, Manager of San Antonio dd 
something which has never befo™ 

been done in a contest like this. Com 
peting in the open against more 
Than seventy offices, he took the 
first prise two months running, and 
I but for super effort on the par 
| of other offices, would have run 
> -„vtv close to winning the third 
straight month. Mr. Mitchell Man- 
“ of another small office, shows a 
clean pair of heels to a multitude o 
his bigger brothers in June, and 
makes R a good clean victory again 
for^the smaller offices. We are busy 


wondering what will happen in July. 

July is going to be a big month. 
With the big drive on for school busi¬ 
ness and the schools ready and 
anxious to buy for the Fall Term, 
many wide awake offices are going to 
close good school deals. As school 
sales count the same in the contest as 
commercial sales, there is going to be 
some heavy hitting in the final two 
months of the qualifying contest for 
the offices who are anxious to work 
themselves up into the first twenty— 
the offices to compete for the big Sep 
tember prizes. 


Now that the upturn 
is started, take advan¬ 
tage of it and hit the 
line harder than ever to 
break the fast crumbling 
resistance to sales. 
Search every nook and 
corner and you will be 
surprised at the results 
obtained. 

W. C. LAV AT, 

Sales Manager. 


So far, in the standing for the first 

three months, Denver holds first 
place. This was all done by one big 
month’s sales record, and if you are 
one of the offices further behind, you 
will see what one month’s big busi¬ 
ness will bring you in the way of a 
position up at the front of the list. 

San Antonio is second, Louisville 
third. Mr. Wellman of Louisville, 
while he has not won any of the 
prizes, has been right up at the heels 
of the leaders, and with only two 
months left, and his consistent record 
before us, we venture to predict that 
he will be one of the first ten offices 
who will compete for the big prizes. 

Portland, Ore., is fourth, and New 
York fifth. New Orleans, which has 
also been showing consistent work is 
sixth, with Fresno seventh, and 
Chicago and Dayton tied for eighth 
place. Kansas City is ninth, and 
Washington tenth. 

These are the standings for the 
first three qualifying months, and at 
the present time, these eleven men 
are eligible for the big final contest, 
unless within the next two months, 
some other “dark horses” come along 
and dethrone them. 

That remains to be seen. 


Mexico has invited a number of 
prominent industrial men of the 
United States to visit that country 
as guests of the city and nation dur¬ 
ing September for the purpose of 
showing American business men the 
resources and industrial opportunities 
provided by Mexico and promoting in¬ 
dustrial relations between the coun- 
tries. 

The invitations were sent out by L. 

E. Raya, Mayor of the City of Mexico, 
and were received yest^day by 
James Farrell, President of the United 
States Steel Corporation; George Ed¬ 
mund Smith, President of the Royal 
Typewriter Company; Frank D. 
Waterman, President of the Water¬ 
man Fountain Pen Company, and 
James Keeley, President of the Pull¬ 
man Company of Chicago, Mr. 
Smith who is a former President of 
the American Manufacturing Export¬ 
ers Association, a former member of 
the Board of Directors of the United 
States Chamber of Commerce, re¬ 
ceived two cablegrams from Mayor 
Raya and a letter. The letter was 
written when the project was first 
proposed of having a visit by Amer¬ 
ican manufacturers and business men, 
and the telegrams were supplemen¬ 
tary, although all three arrived in 
New York on the same day. 

In the letter, Mayor Raya explained 
that manufacturers and exporters 
would be able to see instantly the 
great opportunities offered by Mexico 
for the development of trade between 
the two countries and for the invest¬ 
ment of money in Mexican business 
by American industrialists. 

It was understood that Chambers of 
Commerce were working on a pro¬ 
gram of intensive development, this 
work coming under the approval of 
the Mexican Government. Mr. Smith 
said that the invitation would receive 
the “cordial attention of the Amer¬ 
icans to whom it is addressed.” 

“American companies doing busi¬ 
ness in Mexico realize the importance 
of promoting good trade relations 
and mutual understanding between 
Mexican and American interests. I 
do not know the full details of the 
plan, but, of course, will do all I can 
do to further it.” 

Whether Henry Ford has accepted 
an invitation to go to Mexico could 
not be learned. 
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Promotion for G. G. Ralls 


Former St. Louia Manager Appointed 
We ate m Sales Manager 

Effective June 1st, G. G. Ralls, 
manager of our St. Louis Branch, was 
promoted to Western Sales Manager. 

Mr. Ralls needs no introduction to 
the rest of the organization. His 
record has been one of steady prog¬ 
ress and achievements since his first 
connection with the company—Janu¬ 
ary 1, 1915, when he was appointed 
manager of the New Orleans branch. 
During July, 1916, he was appointed 
manager of Atlanta. On March 17, 
1917, he was promoted to manager 



Ci'. Ci. Rails 


of the St. Louis branch, where his 
keen executive and sales abilities 
made that branch one of the Royal 
star branches. In 1922, he put the 
St. Louis branch on the map as a 
champion blue banner office for that 
year and also won the cash prize 
against close and keen competition. 

As Western Sales Manager he 
brings into his larger field of en¬ 
deavor a wealth of valuable experi¬ 
ence accumulated over many years of 
hard work, and the men who come in 
contact with him through his promo¬ 
tion are bound to profit by his advice 
and suggestions for stimulating sales. 

We take this opportunity to extend 
to Mr. Ralls through these columns 
our hearty best wishes for his con¬ 
tinued success in his larger field of 
Royal endeavor. 


Letter Secured by M. C. Hull 
of Cleveland Wins First Prize 


Testimonial Letter Contest Creates 
Great Enthusiasm 


We are publishing this month the 
prize winning letters in the Contest 
for the best testimonial on “Durabil¬ 
ity.” The letter which is reproduced 
in the center of the page was secured 
by Mr. M. C. Hull, Manager of our 
Cleveland Office, from the Union Trust 
Company of Cleveland. He therefore 
wins the first prize of $25.00. When 
you have read it over you will cer¬ 
tainly agree with the Judges that it 
is a prize letter. The Union Trust 
Company is one of the largest and 
soundest banks in the country, and 
it is a striking testimonial for any 
machine to receive the indorsement 
of a company as large and efficient as 
this. 

We quote below the letters which 
receive the second and third prizes 
also. Mr. J. T. Hornaday, who has 
charge of the Typewriter Department 
of our Dealer in Roanoke, West Vir¬ 
ginia, secured the 2nd $15 Prize Let¬ 
ter from the Roanoke National Busi¬ 
ness College. 

The third Testimonial Letter was 
secured from one of the biggest lum¬ 
ber companies in the Middle West— 
the Long-Bell Lumber Company. This 
letter was secured by Mr. Paul W. 
Jones, Manager of the Kansas City 
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Office, and he is therefore the winner 
of the Third Prize of $10.00. 

Our Branches and Dealers en¬ 
tered into the spirit of this Contest 
with a vigor which was astonishing 
and the number of fine Testimonial 
Letters which we have on file now on 
the subject of “Durability” will only 
help you to realize more how much 
the customer appreciates the staying 
power and true worth of the best 
built typewriter—the Royal. 

Next month we will publish the 
winning letters in the second phase 
of the Contest on “Quality of Work.” 
As this paper goes to press we are 


and get as many of them as you can 
secure. Be one of the Contest Win¬ 
ners in August. Remember the prizes 
are worth the winning—1 st $ 26 ; 2nd 
$15 and 3rd $10. 


Roanoke National Business 
College 

Roanoke, Virginia, June 23, 1924. 
Royal Typewriter Company, 
Gentlemen: 

It is generally considered that a 
typewriter receives its severest test 
in the Introductory Department of a 
Commercial School. You will, there- 


Two years ago we traded out ten 
machines of another make at $15.00 
each that were installed after these 
Royals. They had become practically 
useless under the same usage and 
service. The first cost of the Royal 
is practically the only cost. 

Our School Department is glad to 
add this word of testimony from its 
own experience regarding the dur¬ 
ability of the Royal Typewriter. 

Respectfully yours, 

(Signed) M. A. Smythe, 

Vice-Pres. & Gen’l Mgr. 

MAS/RCP 



bhKVICE DEPARTMENT 
CONTEST FOR MAY 

Division No. 1 

Kansas City on Top 

Our Kansas City Service Depart 
ment under the able leadership Z 
Foreman Walker turned a 
by capturing first place for the nin J 
of May. We wish you luck f or j Unp 
results, Kansas City. All hands cer 
tainly worked hard to put the loo 
per cent, over during May. Team 
work of this sort is the solution 
Keep it up. 

Our Buffalo force of Service men 
are never very far away from the 
finishing line. During May they 
bobbed up in second place with a very 
good percentage, giving Kansas City 
quite a battle for the premier honors. 
Watch them for June! 

We always expect to see St. Louis 
around the top and it is therefore 
not surprising to find that they cap¬ 
tured third place for May. Mr. Appel 
Foreman, is a very able leader and 
one who is always trying for first 
place. You will always find St. Louis 
around the top. 

Below is a list showing the respec¬ 
tive standing of the Departments: 

1— Kansas City 2* 11—Dallas 2* 

2— Buffalo 4* 12—Pittsburgh 2* 

3— St. Louis 5* 13—Cincinnati 1* 

4— Baltimore 3* 14—Indianapolis 2* 

5— Chicago 5* 15—New York 

—Detroit 5* 16—Atlanta 3* 

6— Boston 5* 17—New Orleans 1* 

/—Washington 5* 18—San Francisco 

—Louisville 2* 19—Los Angeles 

8— Philadelphia 2* 20—Hartford 1* 

9— Minneapolis 5* 21—Portland, Ore. 1* 
10—Cleveland 3* 


Division No. 2 


Fort Worth in First Place 


Mr. R. T. Williams, Foreman of 
our Forth Worth Office has captured 
first place for the month of May. Mr. 
Williams is a newcomer and is to be 
congratulated for the manner in which 
he successfully reached the top. We 
expect to see him hovering near the 
top often. It is only fair, however, 
that we let Mr. Williams know that 
we have a number of sure-fire Fore¬ 
men who will give him quite a chase. 

Last month we announced that Mr. 
Keots, Foreman of our Denver Office 
had reached first place for April. 
We now have the pleasure of telling 
you that for May he managed to 
battle his way to second place. A 
trifle more and he would have made 
the peak. Good work! 

Mr. Conley, Foreman of our Port¬ 
land, Maine, Service Department 
made third place for May. Fine 
work! We of the General Service 
Department had the pleasure of meet 
ing both Mr. and Mrs. Conley r e 
cently here in New York while on 
their honeymoon. 

Below is a list showing the stand¬ 
ing of the various Departments: 


not ready to announce the winners of 
this second Contest, for letters are 
still coming in and the date of closing 
has not arrived. 

After the “Durability” and “Quality 
of Work” Contests, the next one to 
begin on July 10th, and all letters to 
be in by August 10th, concerns the 
increased output of the Royal. We 
claim that Royal Typewriters will 
produce more work than any other 
typewriter, in addition to producing 
better work. We w r ant to hear from 
office managers and head stenograph¬ 
ers of companies in your territory 
who have it proven to them by actual 
use that the Royal produces more 
work than any other typewriter and 
increases the output of the steno¬ 
graphic force. 

Get your letters on this subject in 
just as soon as you can possibly do so, 


fore, be interested in knowing that we 
have twenty-five No. 10 Royal Type¬ 
writers that were placed in our In¬ 
troductory Dept. December 1, 1917. 

These twenty-five typewriters have 
been in constant use from 8 o’clock 
in the morning till 5 o’clock in the 
afternoon, five days in a week, and 
from 8 o’clock in the morning till 
12 o'clock noon, on Saturday. 

These machines are today in per¬ 
fect working condition, anc. the qual¬ 
ity of their work will compare favor¬ 
ably with that of many new machines. 

This Spring we sold a few of these 
machines for $50.00 apiece, and they 
were well worth the money. A care¬ 
ful record of the cost of upkeep has 
been made, and the service charges 
are about 60 per cent, less than that 
on the other makes of machines we 
have in use. 


The Long-Bell Lumber Co. 

Kansas City, Mo., 
May 23, 1924 
Paul W. Jones, Manager, 

Royal Typewriter Company, 

Kansas City, Missouri. 

Dear Sir:— 

In response to your inquiry con¬ 
cerning our experience with Royal 
Typewriters, we purchased our first 
Royals some six years ago, and now 
use about 125 of them. 

The character of the work done, 
stability of the machines and service 
rendered by the Royal Company, 
have been all that we could reason¬ 
ably ask. 

Very truly yours, 

The Long-Bell Lumber Co., 

(Signed) L. M. Anderson, 

Stationer. 


1— Fort Worth 4* 

2— Denver 2* 

3— Portland, Me. 3* 

4— Omaha 5* 

—Harrisburg 5* 

5— Springf’d, Mass. 5* 

6— Toledo 2* 

7— Houston 1* 

8— Scranton 2* 

9— Bridgeport 5* 

—Oakland 2* 

—Providence 1* 

10— Waterbury 

11— Bangor 2* 

—Rochester 

12— Evansville 1* 

13— New Haven 

14— St. Paul 2* 

15— Wilmington 1* 

16— Akron 2* 

17— Des Moines 1* 

18— Johnstown 
—Memphis 1 * 

19— Texarkana 

20— Jacksonville 

21— Columbus 
—Davenport 1* 

22— Albany 2* 


TO INCREASE NETS— 
INCREASE 


EARN |NCS 
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Frank W. Morhardt, Factory 
Mechanical Superintendent 

It's rather strange how some men 
in an organization will stand out in 
bold relief for certain traits which 
are very pronounced. We have all of 
us noticed many members of our own 
organization and immediately their 
name is mentioned, there comes to 
our mind the factors which have made 
the man, and so Mr. Morhardt, or 
“Frank” as we like to call him, i? 
noted for his carefulness in details, 
for his remarkable judgment and hi 
continual insistence on quality to th' 
last degree. You know Frank ha 


He is a member of the American 
Society of Mechanical Engineers. 

Men trust Frank because they 
know he represents everything that 
is worth while. He does as he wants 
to be done by. “Quality” is his motto 
in life and he lives and works it. 
He sure does love fine workmanship 


Department 36—Springs 

We are very pleased and proud to 
show you the photo of our Spring 
department at the factory. All coil 
springs used on the Royal Typewriter 
and of which there are about forty- 
eight different kinds, are made in 


that it can function to the best ad¬ 
vantage in our product. 

To the left, you can see a battery of 
special machines electrically con¬ 
trolled, made and designed by our 
engineers operating under wonderful 
precision and control requirements. 
The human equation outside of start- 


Spring Department of Royal Typewriter Factory 


Frank W. Morhardt 

shamed us more than once with hu 
patience and knowledge of a subject 
under discussion. Building up his 
case carefully with all the backing of 
his splendid mechanical training, he 
holds us to the nth degree before let¬ 
ting go of the problem. 

Mr. Morhardt’s career has been a 
very interesting one, for he was 
trained under the old regime of 
mechanical development which has 
unfortunately gone by due to the 
present day Methods of industrial 
training, and due to the tremendous 
growth of Industry. As a boy, he 
worked for the Colt’s Patent Fire 
Arms Mfg. Company as an appren¬ 
tice on machine and tool work prac¬ 
tically seven years. The product of 
this company is known the world over 
for its fine quality and precision 
work. He then entered the employ 
of the Thorne Typesetting Machine 
Company on high grade tool work, 
and then in order to gain broader 
knowledge of the general machine 
business, he left that company to go 
with the Ideal Machine Company to 
work on experimental work and after 
four months was appointed Foreman. 
His desire for experience led him to 
the Cycle & Tool Company of Spring- 
field, Mass., as General Foreman and 
then during the Spanish War he en¬ 
tered the employ of the U. S. Govern¬ 
ment as a maker of high grade tools 
and gauges, feed development for 
headless cartridges, etc. When the 
War was over, he returned to Hart¬ 
ford and was with the Electric Vehicle 
Company on automobile work and 
from there he went to the Underwood 
Typewriter Company as special tool 
and gauge maker. In a very short 
while, he was made assistant foreman 
°f all tool, gauge, machinery and 
equipment work. 

In 1908, he entered the Royal Type¬ 
writer factory as Foreman of the 
Tool division, and due to his splendid 
^'hievement in making fine tools, his 
knowledge of general shop practice, 


and fine tools. Day in and day out, 
the machinery, tools, gauges, etc., 
that go to make “Royal Quality” pre¬ 
eminent, are under his able and keen 
supervision. 


this department under a high grade ing to feed the wire, is entirely elimi- 
experienced foreman who has been nated. Each and every ype ar 
with us for several years and who i Spring when produced, is inspected 
naturally is the last word as to what i and gauged within a three degree re- 
is required in each spring made, so | quirement for tension. You know 


Royal Typewriter Factory Baseball Team 


he 


was made Assistant Superinten¬ 


dent of the plant in 1912 and then in 
'918 was promoted to Mechanical Su¬ 
perintendent which position he now 
holdH. 
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this is most remarkable when you 
consider that each spring now con¬ 
tains over five feet of .012 finest 
black tempered wire, and that there 
are over two hundred and three (203) 
coils to each spring. The winding is 
absolutely uniform, and the spring 
for the purpose which it is used, is 
very efficient. It is many times longer 
than is actually required, but it gives 
a most remarkable velvety and 
smooth operation when in action. 
These electric machines produce 
about thirty-three hundred springs 
every 9-hour day. 

In the left fore part of the picture, 
you can see several bundles of Type 
Bar springs already produced from 
the machines and awaiting inspection 
and gauging. 

We use in making the many differ¬ 
ent kinds and sizes of springs for 
our typewriter, wire ranging from 
ten thousandths of an inch to forty- 
two thousandths. Elaborate gauging 
is required and very careful checking 
on all springs for, like the chain, a 
spring is as strong as its weakest 
coil. Royal made springs are making 
a record for Quality, Durability and 

Service. -- 

Foremen’s Outing 

One of the best things that happens 
each year and one which the foremen 
look forward to is the annual outing 
with their wives and sweethearts. 
This year, the outing was to Lake 
Pocotopaug, East Hampton, Conn., 
the party, some 86 in number leaving 
the plant by automobiles. They ar¬ 
rived at the lake in good season for 
dinner at the Edgemere Hotel where 
an appetizing turkey dinner was 
served. 

Games of all kinds were indulged 
in after dining, with prizes for the 
winners. 

The esprit de corps and good will 
engendered from such an outing was 
more than emphasized, and it is be¬ 
lieved that the company is gaining by 
having these men and their wives 
come together two or three times a 
year in this way. 

Good will among men of respon- 
ibility cannot help but bring the de¬ 
partments together and help the 
quality of the Royal product. 


Production 


The leaders in production for June 
were as follows: 

Department 

Mr. Godfrey . 18 

Mr. Froebel . 3 

Mr. Snow . 2 

Mr. Berg . 1 

Mr. Jacobson. 5 

Mr. Boesch . 30 

Please note that Mr. Godfrey’s de¬ 
partment, hardening, is in the lead 
for the month of June. This depart¬ 
ment is hot in January, to say nothing 
about June and July. Congratula¬ 
tions, Jack. 

Newspaper Reports Large Sale of 
Royals to Chillicothe Business 
College 


In the Chillicothe Constitution for 
June 30th, an article appears com¬ 
menting on the purchase of fifty-two 
new Royal Typewriters by this school, 
one of the largest in the middle West. 

This is perhaps the largest type¬ 
writer deal ever consummated by the 
Chillicothe Business College, and the 
newspaper article comments very 
favorably on the growth of the col¬ 
lege in the past year. 

The fact that the Royal was chosen 
exclusively in this large purchase of 
additional equipment shows its great 
popularity with the most progressive 
schools of the country. 
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DEALERS 
June 100 Per Cent Club 


For the month of June, each sec¬ 
tion of the country is honored by hav¬ 
ing one of its representatives in the 
Royal 100 per cent. club. 

Special honors go to Roy A. Davis, 
Ervin Typewriter Exchange and H. J. 
Roof as they have also obtained 100 
per cent, or more of their first six 
months quota. We expect the year of 
1924, to be another milestone in 
Royal history and it is up to each 
and every dealer to do his share so 
that the records of the dealers’ de¬ 
partment will stand out in front of 
Royal 1924 records. 

There are quite a number of dealers 
who are only a few Royals shy of a 
complete quota and if you are one of 
them why not hit the mark? 


CANVASS 


1—Calhoun Office 
Supply Co. 
Spartansburg, S. C. 


2—CROSBY 
Crosby-Mook Co. 
Warren, O. 


3—DAVIS 
Colorado Springs 
Colo. 


4—DEAL 
Hickory, N. C. 


5—DUN INC 
Richmond, Ind. 


6—EICHOLTZ 
New Oxford, Pa. 


QYO 


7—ERVIN 
T. W. Ex. 
Anderson, Ind. 


8—HARTSOCK 
Graham & Wells 
Corvallis, Ore. 


C5VO 


9—The Kirkpatrick 
Co. 

Nashville, Tenn. 


10—ROOK 


l la 


Tampa, 


CJYO 


11—Smith Type¬ 
writer Ex. 
Saranac Lake, N. Y. 


By W. B. Stewart, Asst. Sales Mgr. 

Usually there is a typewriter man 
that is a dominant factor in the trade 
in his community. Competitive sales¬ 
man use him as an alibi for the results 
they are not getting. They point to 
his long years in the trade in that 
community and his large personal ac¬ 
quaintance rather than his better 
salesmanship as the reason for his 
success. 

Yet the men who enjoy such a rep¬ 
utation have built their success on 
the personal canvass. Always these 
men have been splendid canvassers. 
Their years of continual service in 
one territory with the same product 
would have been impossible without 
a volume of business that had proved 
profitable to them and their Company, 
that could only be secured, in the 
beginning at least, by going after it. 
The splendid asset of a large per¬ 
sonal acquaintance was acquired by 
steady canvassing—not from behind 
a desk or over the telephone. 

Many typewriter men who have 
once registered a success become 
failures later. They have graduated 
in their own minds from Canvassers 
to Salesmen. They admit it by say¬ 
ing they are too big or too good to 
pull door knobs. It is pitiful that they 
cannot realize that the very thing 
that made them a success they have 
tossed overboard and they seek other 
reasons for their failure. Such men 
are always constant critics of their 
Company’s policy. 

Make the canvass of your territory 
a system to be religiously carried out. 
At least four times a year call on 
every user or possible user. This 
leaves ample time in between for clos¬ 
ing of sales unless your territory is 
entirely too big. 

Typewriter users are generally the 
finest people in a community. The 
forming of acquaintance and friend¬ 
ships with such should be a real 
pleasure. Do they say of you “He 
knows every typewriter user in the 
territory?” If not—why not? A 
thorough canvass at intervals of not 
less than three months will do it. 


Mr. Muggli and Mr. Banzhaf 
Return Home 


The officials at the Home Office and 
the Factory were delighted to receive 
a visit on June 9th from Mr. Theo- 
phile Muggli of Paris and Zurich and 
Mr. Walter Banzhaf of Stockholm, 
Sweden. These gentlemen arrived on 
the Leviathan, to pay their first visit 
to America and the Factory. They 


face is the jolly Mr. Muggli. This is 
a serious moment, but even jolly 
people have their serious moments. 
Mr. Muggli really has a sunny, genial 
disposition. No snapshot could cap¬ 
ture the charm of his twinkly eyes. 

The smiling gentleman at the right 
with head slightly lowered in con¬ 


its people, its parks, the 


elevated, 


high 


are both delightful gentlemen to 
meet, keen typewriter men of great 
experience. 

They made their departure June 
24th and their visit will be long re¬ 
membered as having been very valu¬ 
able to the Company’s officials as well 
as affording an opportunity to be¬ 
come better acquainted with the very 
high ideals and enthusiasm of these 
men for the Royal and its possibilities. 

The serious looking gentleman 
with head erect and shoulders thrown 
back ready to look the world in the 


templation is the serious Mr. Banz¬ 
haf. Just as Mr. Muggli has his seri¬ 
ous moments, so Mr. Banzhaf has his 
smiling moments. If you met Mr. 
Banzhaf, you will find this picture 
pleasing and natural; if you were not 
so fortunate, you cannot read into it 
the rare charm of his serene, kindly 
nature. 

Both gentlemen were interested in 
everything in our city from the prev 
alence of bobbed hair to traffic prob¬ 
lems. They were profoundly im 
pressed by the vastness of New York, 


M. A. D. CLUB FOR 
JUNE 


1 KOOI 
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QYO 
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3 KING 

Carolina Typ. & O. S. 

Co. 

Raleigh, N. C. 


4—GAFFANEY 
Office Specialty Co. 
Fargo, N. D. 


Mr. R. G. Nichols, our dealer at Topeka, Kansas has sent us this splendid illustration of the class room 
of the Topeka High School which shows forty-six “Royals” being used by students. 


and the subway. One of the 
spots which stood out durinl u" 
Banzhaf’s visit and which amused '' 
greatly was the large sight-s • 
busses that tour the East Sid" 1 * 3 * * * " 8 
Chinatown at night. So oftmu 
ears heard the fog-horn voice, , 
the barkers bellowing “rhin„t ° f 
Chinatown!!" through theT^ 
phones that he claims he still h 
their raucous cry in his sleep **** 
Mr. Muggli said he had heard 
great deal about the rapid tempo ! 
which Americans conduct their socil 
and business affairs. He stated that 
he was going home with a better 
understanding on this point as h 
had discovered after many observa* 
tions in restaurants, barber s h ops 
etc., that American business men had 
to wait so long before they secured a 
table or got waited on or finally f 0Un d 
a haven in a barber’s chair that the 
situation demanded speed to catch up 
due to the time wasted beforehand 
These statements were made with a 
straight face but with Mr. Muggli’ s 
inimitable twinkle in his eyes. His 
power of observation and his very 
amusing comments upon his trip and 
American methods were not the least 
enjoyable incidents of his visit. 

Mr. Banzhaf’s seriousness was 
equally delightful and it will be a 
long time before their trip to Amer¬ 
ica has been forgotten by their old 
friends, whom they have met face to 
face for the first time. Many of the 
expressions from both Mr. Muggli 
and Mr. Banzhaf gave us a great deal 
of pleasure, inasmuch as they were 
so complimentary as to lend real en¬ 
couragement to what we have been 
trying to accomplish for Royal Re¬ 
presentatives throughout the world 
in “outbuilding the Typewriter in¬ 
dustry.” 

Mr. Banzhaf’s expression when he 
first viewed the factory epitomizes 
their general viewpoint. He turned 
to Mr. Muggli and said—“It is just 
as shown in the picture.” 

The picture had evidently conveyed 
a sense of completeness and huge¬ 
ness which he did not expect to find 
carried out in exact detail as he had 
allowed for a photographer’s or ar¬ 
tist’s license, which of course he did 
not find to be the case. 

Their visit, although the first one, 
seemed more like the meeting of old 
acquaintances. Mr. Muggli sold No. 

1 Royal typewriters in Switzerland 
years ago and has been continually 
connected with the Royal ever since. 
His name might be said to be a 
“household word” in the factory and 
at the Home Office. 

Mr. Banzhaf has represented the 
Royal in Sweden for the last ten or 
eleven years and has built up a 
strong sales and service organization 
there. His name also was so well 
known that introductions to the staff 
at the factory and at headquarter# 
seemed almost an empty formality. 
It was like the meeting of old friends. 

Mr. Muggli extended his trip to 
Chicago, where he visited the Chi 
cago Office to see the big mid-west¬ 
ern organization in operation and on 
his way back met Mr. Banzha * 
Buffalo where they visited the Bu a 
Office, and incidentally viewed 
world’s famous Niagara Falls nea 

We are quite certain that this 
mile trip through many import 
cities will give a new viewpouii 
the tremendous home mark*? 1 0 ^ 
Royal Typewriter Company, wh,C gUfh 
ables us to manufacture 
quantities as to meet the wor * - n 
petition in price and surpass 

quality. n t|e- 

The many old friends these b ^ 
men have left in America a ^ 
many new ones they have mat 
here hope that they will 
visit in the not too distant 
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Recent Activities 


in the Netherlands 


Messrs. Blikman & Sartorius, Royal 
dealers for the Netherlands, need 
little introduction to our readers, 
various items regarding them and 
their business having appeared in 
previous issues of the Royal Standard. 
The concern, with headquarters at 
Amsterdam, is one of the most well 
known in that country, the business 
having been established there for ! 
over 230 years, during which time a 


tive control of its two Directors, Mr. 
J. de Flines and Mr. K. W. Lamfers. 

It is our pleasure at this time to 
reproduce a recent interior photo¬ 
graph of the show-room at their head¬ 
quarters in Amsterdam, which are 
located at Rokin 17. The photograph 
mentioned is shown in the illustration 
upper left. Mr. J. de Flines, one of 
the Directors, is shown seated on the 
left at his desk. The other gentle- 


J. OlthofT, Manager of the Rotterdam 
house. 

During the past few months, our 
dealers have arranged some excellent 
window displays in conjunction with 
the Royal Escapement Clock Exhibit 
at their various show-rooms through- 
out Holland. The illustration, center, 
clearly pictures how neatly their 
! Amsterdam show-window was ar- 
1 ranged. The photograph of the win- 


they undoubtedly helped to even fui- 
ther increase Royal prestige in that 
market. 

Early in June, our dealers held a 
travelers’ convention at their factory 
in Sloterdyk, a small town situated 
near Amsterdam. In this plant, built 
in 1912, our dealers manufacture 
card-index systems and accounting 
| books and it is from here also that 
; they conduct their exceptionally large 


[that have been persistently followed 
out by Messrs. Blikman & Sartorius 
is an assurance that the interests of 
the Royal typewriter in the Nether¬ 
lands market will have most active 
representation during the years to 
i come. 


A Correction 

In the June issue of the Royal 
Standard, under the heading “Re-es- 





8 teady development has taken place. 
MessrB. Blikman & Sartorius to-day 
en joy an enviable reputation for fair- 
n ° 88 in their dealings and for the 
thorough manner in which their busi- 
neas is operated. For approximately 
years, they have been representa¬ 
tives for the Royal typewriter in the 
Holland market, where they intro¬ 
duced the original models. The firm 
18 at the present time under the ac- 


men shown in this photograph are 
members of the Amsterdam sales 
staff. 

The illustration upper right pre- 
sents a view of our dealers' show¬ 
room in Rotterdam, where the prem¬ 
ises are located at 39 van Olden- 
barneveltstraat. Mr. de Flines is 
shown seated and the gentleman 
standing directly behind him is Mr. P. 


dow display at their house in Arnhem 
is reproduced in the illustration lower 
left, showing how completely and 
advantageously the machines were 
arranged to derive the greatest 
amount of benefit from the clock ex¬ 
hibit. Messrs. Blikman & Sartorius 
deserve the highest praise for the ex¬ 
cellent manner in which these exhibits 
were placed before the public. Both 
displays attracted wide attention and 


lithographing and printing business. 
In the illustration, lower right, we re¬ 
produce a photograph of the group of 
| sales representatives who attended 
the convention at the Factory, a part 
of which appears in the background. 
Mr. de Flines is shown seated in the 
center, the fourth from the right. The 
gentleman seated to his left is the 
manager of the factory. 

The progressive ideals and policies 


tablishing Royal Business in Japan," 
we should have pointed out that the 
illustration at the left shows the 
temporary General Sales quarters of 
Maruzen Co., Ltd., at Tokyo and that 
the one at the light shows their 
Yokohama Branch, instead of vice 
versa as was indicated. Our apologies 
are extended for the error, which was 
discovered just too late to make the 
correction before printing. 











































































THE ROYAL STANDARD 


THE ROYAL M. A. D. CLUB NOW HAS 
216 MEMBERS 

We are publishing this month a list of the entire membership of 
the Machine-A-Day Club. Men who made the Club in June are indicated 
by an asterisk beside their names. Repeaters for June also have a 
number which indicates the times they have made the club since its 
inauguration. 


THE NEW M. A. D. MEMBERS FOR JUNE 



1—MITCHELL 
Denver 

AKRON 

L. J. Michel 
ATLANTA 

J. W. Mann 8* 
BALTIMORE 
J. C. O’Keefe 

E. G. Dodge 13* 

V. Hoffman 
BANGOR 

H. W. Boshan 

BOSTON 

F. A. Smith 
H. I. Crocker 
H. E. Burton 9* 

D. R. Austin 
F. J. Edwards 

E. F. Gallup 
C. R. Hess 
C. H. Palmer 

B. W. Simpson 

BUFFALO 

H. H. Nunamaker 

7* 

C. H. Pillow 

CHICAGO 
H. Nuhn 
P. S. Jones 
J. M. Roberts 
E. H. Johnson 

A. J. Redding 
R. C. Goldblatt 
H. P. Sutton 

W. B. Larsen 

B. P. Hamil 9* 
J. c. LaBorence 
A. C. Wheeler 
W. R. Pike 
L. E. Wilson 

CINCINNATI 




2—DeRANTTZ 
Minneapolis 

DAYTON 

O. P. Gilmore 

DENVER 

W. H Mitchell 1* 
DETROIT 

W. L. F. Hosford 
C. W. Knox 
E. L. Owen 
W. B. DeRango 
ERIE 

C. V. House 
EVANSVILLE 

W. H. Courtenay 
FORT WAYNE 
T. F. Bell 
FORT WORTH 

P. H. Billman 
FRESNO 

H. H. Tompkinson 6* 
GRAND RAPIDS 
C. D. Walker 
HARRISBURG 

W. C. Whiteman 
HARTFORD 

H. F. Brainerd 19* 

J. L. Cook 
J. F. Gilligan 
W. C. Bartley 
HOUSTON 
J. L. Hunt 
INDIANAPOLIS 
W. F. Teer 
JACKSONVILLE 
J. H. Hinck 
JOHNSTOWN 
T. M. Patterson 
KANSAS CITY 
P. W. Jones 
G. C. Johnson 
F. W. Bassett 
S. W. Wilson 
F. F. Moseley 


G. C. Kinnamon 10* LO S ANGELES 


C. J. Bailey 
CLEVELAND 
W. C. Rodgers 
W. H. Peate 
M. C. Hull 
COLUMBUS 
L. D. Teeters 
L. V. Bell 
DALLAS 

J. H. Kennedy 


M. F. Brewer 
W. E. Howard 
LOUISVILLE 

J.T. Wellman 19* 
C. Lorber 
MILWAUKEE 

W. A. Partee 5* 
MINNEAPOLIS 
F. B. Thorne 
T. F. DeRanitz 1 * 


3—HER WITZ 
Providence 

NEW HAVEN 
W. A. Mulligan 
NEW ORLEANS 
W. J. Creger 

F. Pritchard 
NEW YORK 

J. J. Freund 

D. J. Allingham 
19* 

H. W. Van Ness 

G. M. Guest 18* 

T. M. Gleason I 7* 
A. C. Wiles 
C. K. Freund 

H. W. DeMott 
R. C. Robinson 
J. Schwartz 

G. N. White 13* 
C. C. Waters 

R. B. Brandes 

H. J. Fuchs 

E. J. Matthews 
R. R. Chaffa 

G. R. McAllister 2* 
R. H. Martin 9* 

G. Rannenberg 8* 
L. E. LeMaster 
A. B. Safir 
W. B. Mullane 
J. E. Rowland 2* 

L. Weinstein 
A. Graf 

C. E. Clark 

M. B. Gray* 

J. E. Guy 2* 

I. Reuben 

N. Sykes 
NEWARK 

H. C. Hess 
OAKLAND 

J. E. Geissinger 
OMAHA 

F. P. Shedd 2* 
PEORIA 

R. E. Mason 
PHILADELPHIA 
J. W. Turner 
J. Hancock 

I. J. Gough 
H. K. Goslin 
L. A. Dunn 


JL 

4—MORF 
San Francisco 


PHILA.—Cent. 

E. V. Sherry 
W. W. Hepburn 
A. C. Headley 

E. T. Garland 
PITTSBURGH 

M. V. Miller 19* 
A. E. Hanna 
PORTLAND, ME. 

W. E. Ayers 
PORTLAND, ORE. 

G. D. Roe 

H. J. Brown 
PROVIDENCE 

J. L. Schora 

F. Herwitz 1 * 
RICHMOND 

A. Bartlett 
ROCHESTER 

B. F. Richardson 

G. C. Burgess 
SAN FRANCISCO 

C. H. Billington 
J. C. Deardorf 
T. N. Colwell 
P. Pearson 

D. G. Becknell 
S. N. Howell 

H. G. Jones 

A. W. Morf 1* 
SOUTH BEND 
Bert Mowers 
SPRINGFIELD, 
MASS. 

L. B. Behan 
ST. LOUIS 

F. L. Gallup 

L. G. Davidson 
D. M. Elliott 
L. F. Reynolds 

G. M. Davis 

H. E. Shifflette 
TOLEDO 

N. B. Boulware 
WASHINGTON 
H. L. Rudnick 
S. E. Richter 4* 
H. D. Cashman 
WICHITA FALLS 
J. B. Reighard 
WORCESTER 
A. R. Smith 8* 


1— E. H. Benson 
Canton, Ohio 

2— J. E» Gaffaney * 
Fargo, N. D. 

3— S. W. Grant 
Beaumont, Texas 

4— T. N. Prior 
Trenton, N. J. 

5— H. J. Roof* 

Tampa, Fla. 

6— G. N. Paxton 
Bloomington, 111. 

7— G. L. Larkin 
Utica, N. Y. 

8— R. A. Rehm 

Albuquerque, N. M. 

9— H. Tuell 

Chattanooga, Tenn. 

10—H. J. Smith 

Parkersburg, W. Va. 
1 I—C. E. Anderson 
Pasadena, Cal. 


DEALERS 

12—1. Vincent 

Topeka, Kan. 

| 3—W. W. Cantor 
Bristol, Tenn. 

14— H. C. Schumacher 
Glendale, Tenn. 

15— J. J. Flynn 
Jamestown, N. D. 

1 6—H. Rowe 

Fairmont, W. Va. 

1 7—L. F. Spiece 
Bucyrus, Ohio 

18— W. W. Prior * 
Trenton, N. J. 

19— C. B. Weissinger 
Albuquerque, N. M. 

20— H. H. Phillips 
Trenton, N. J. 

21— A. G. Packard 
Hornell, N. Y. 

22— Scott-Parker Co. 
Macon, Ga. 


23— F. L. Patty 
Austin, Texas 

24— H. G. Bancroft 
York, Pa. 

25— H. B. Harper 
Anderson, S. C. 

26— J. E. Wikoff 
Oklahoma City, Okla. 

27— -Pound 6c Moore Co. 
Charlotte, N. C. 

28— G. A. Pearce 
Abilene, Texas 

29— B. M. Kelly 
Charleston, N. C. 

30— J. A. Ross 
Canton, Ohio 

3 1—R. G. Nichols 

Topeka, Kansas 

32— Tulsa T. W. Co. 
Tulsa, Okla. 

33— Carolina Typ. 6c O. S. 
Co.* 

Raleigh, N. C. 


CANADA—Royal Typewriter Company, Limited 
|—W. A. MacLean, Mont'l 2—J. S. Dunn. Montreal 3—T. C. Lewis, Ottawa 

GREAT BRITAIN—Visible Writing Machine Co., Limited, London 
| H. D. Ebbutt* 6—H. Herman* II — B. Harris* 

3— Tree 

4— H. W. D. Buckeridge* 

5— C. Salter* 


-W. H. Roberts 
9—James Hunt 
10—W. D. Morgan 
16—F. W. Johnson* 17 


13— L. Harris 

14— C. A. Bak 

I 5—R. T. Hepworth 
S H. Goodwin* 


AUSTRALIA—Sydney Pincombc, Ltd. 

1— W. J. Sheehy 

2— R. G. Hood 

3— E. W. Rutledge 

CZECHOSLOVAKIA—Joseph Foist 

1— Alois Foist 

2— L. Mazanek 

3— J. Hejcman 

4— A. Smatlak 

FRANCE—J. H. Davis & Co. 

J. H. Davis* 





Alonso M Garza 
Mexico 


Mexico—M. E. Raya & Company 

1— Alfredo Aguirre 

2— Alonso M. Garza* 

LATVIA—O. & J. Dalitz Bros. 

James Dalitz 
James P. Howell: 

1— D. V. Elias 

2— V. M. Ramirez 

SWEDEN—Aktiebolagct Maskinaffaren 
Royal Standard 

Jonas Eriksson* 


SCHOOL SALES CONTEST 

June proved to be as usual a good school month. Eight offices 
secured double their quota of school sales, and many more reached their 
ouota A new active contestant for the school cup is Atlanta, who 
came through with so many sales that it should not be difficult for 
them to secure school orders enough in July to give them the cup for 
the next two months. Providence and South Bend also made excep¬ 
tionally good records and stand an excellent chance of winning the 
June-July contest. 


1— Atlanta 

2— Providence 

3 — South Bend 

4— Rockford 

5 — Minneapolis 

6— Portland, Ore. 

7— New York 

8— Milwaukee 

9 — Seattle 

10— Bangor 

11— Cincinnati 

12— Newark 

13— Grand Rapids 

14 — Omaha 

15— Boston 

16— Evansville 
—Johnstown 

17— Buffalo 

lg—Fort Wayne 

19— Hartford 

20— Baltimore 

21— Fresno 

22— Louisville 

23— Portland, Me. 

24— Pittsburgh 

25— Birmingham 

26— Oakland 

27— San Francisco 
—Washington 

28— St. Paul 

—Wichita Falls 

29— St. Louis 

30— New Orleans 

31— Dallas 


32— Dayton 

—Indianapolis 
—Jacksonville 
—Memphis 

33— Des Moines 

34— Erie 

—Richmond 
—Springfield, Mass. 

35— Denver 
—Rochester 

36— Philadelphia 

37— Columbus 
—Toledo 

38— Chicago 

39— Kansas City 

40— Akron 
—Albany 

—Bridgeport 
—Cleveland 
—Davenport 
—Detroit 
—Duluth 
—Fort Worth 
—Harrisburg 
—Houston 
—Little Rock 
—New Haven 
—Peoria 
—San Antonio 
—Scranton 
—Sioux City 
—Springfield, Ill. 

—Springfield, Ohio 
—Waco 
—Worcester 
—Youngstown 

A. M. STONEHOUSE, 
Manager School Department. 


DISTRICT BRANCHES 


Positions Filled 


1— Atlanta 

2— Chicago 

3— Indianapolis 
—San Francisco 

4— New York 

5— Detroit 

6— Minneapolis 

7— Boston 

8— Portland, Ore. 

9— Cleveland 
10—Baltimore 


11— St. Louis 

12— Washington 

13— Philadelphia 

14— Hartford 

—Los Angeles 

15— Kansas City 

16— Cincinnati 

17— Buffalo 

18— Louisville 

19— Pittsburgh 

20— Dallas 

21— New Orleans 


Sales 

1— Pittsburgh 

2— Atlanta 

3— Buffalo 
—Cincinnati 
—Portland, Ore. 

4— Cleveland 

5— New York 

6— San Francisco 11- 
—Kansas City 12- 


9—1 
—] 
lo—: 


7— Chicago 

8— Baltimore 


13- 

14- 


BRANCHES 


EMPLOYMENT DEPARTMENT 

We wish to call attention again to the fact that the standing of the 
offices is figured upon the percentage of quota attained both in positions 
filled and sales made by the Employment Departments. These quotas 
are figured upon past performances as well as reasonable figures to 
expect from the respective offices. 

We were glad to see so many offices reach their quotas during June, 
and during the vacation period, it should not be difficult for the majority 
of the offices to reach the figure set for them on positions filled on 
account of substitute calls. 


Boston 
Detroit 
-Louisville 
Minneapolis 
Dallas 
Los Angeles 
Philadelphia 
St. Louis 
New Orleans 
-Washington 
Hartford 
-Indianapolis 


Positions Filled 


Sales 


1— St. Paul 

2— Oakland 

3— Denver 

4— Duluth 
—Peoria 

5— Akron 

6— Worcester 

7— Omaha 

8— Rochester 

9— Portland, Me. 
10—Bangor 


11— Seattle 

12— Providence 

13— Grand Rapids 

14— Birmingham 
—Milwaukee 

15— Dayton 
—Fresno 
—Houston 
—Johnstown 
—Rockford 


1— Worcester 

2— Houston 

3— St. Paul 

4— Seattle 

5— Akron 
—Bangor 

—Birmingham 
—Dayton 
—Denver 
—Duluth 
—Fresno 


—Grand Rapids 
—Johnstown 
—Milwaukee 
—Oakland 
—Omaha 
—Peoria 
—Portland, Me. 
—Providence 
—Rochester 
—Rockford 


A. M. STONEHOUSE, 
Manager School Department. 
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U. S- 4 
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